Editor’s  note 


We’ve  made  some  changes  in  the  Recruiter 
Journal  — nothing  too  drastic,  small  things 
that  we  like  better  and  hope  you  do  too. 

One  of  the  first  things  you’ll  notice  is  that 
The  Way  I See  It  response  page  has  been 
moved  to  the  center  of  the  magazine,  just 
opposite  its  companion  form/mailer.  The 
Test  has  moved  back  one  page.  This  way,  if 
you  take  out  The  Test  and/or  The  Way  I See  It, 
you  will  just  be  removing  the  center  four 
pages  of  the  magazine.  You  won’t  lose  the 
last  page  of  a feature. 

Many  of  you  might  not  notice  that  we’ve 
also  changed  our  typeface  or  the  look  of  our 
departments,  but  we’d  appreciate  hearing 
from  you. 

Send  your  comments  or  suggestions  to  the 
Recruiter  Journal  by  using  The  Way  I See  It 
form  on  page  15,  or  mail  us  a letter  at  the 
following  address: 

HQ  USAREC 

ATTN:  RCAPA-PA  (Recruiter  Journal) 

Bldg  6579,  rm  91 
Fort  Knox,  KY  40121 

You  may  also  call  the  RJ  staff  at  1-800-223- 
3735,  extensions  4-8948,  4-0515,  or  4-0518. 
We  will  be  happy  to  hear  from  you! 
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TAPA  toll-free 

H MG  Gerald  H.  Putman,  com- 
mander of  the  U.S.  Total  Army 
Personnel  Command  (PER- 
SCOM),  is  establishing  an  800 
number  for  use  by  soldiers  and 
DA  civilians  worldwide.  Put- 
man, along  with  the  directors  of 
Enlisted  Personnel  Manage- 
ment, Officer  Personnel  Man- 
agement, and  Civilian 
Personnel  Management,  as  well 
as  the  Adjutant  General,  will  be 
available  twice  a month  to  per- 
sonally take  phone  calls. 

During  these  dynamic  times, 
it  is  essential  for  soldiers  and 
DA  civilians  to  fully  under- 
stand the  various  personnel  pro- 
grams and  how  they  are 
affected  by  them.  This  call-in 
service  will  enable  soldiers  and 
DA  civilians  to  ask  questions 
and  receive  immediate  re- 
sponses on  a wide  variety  of 
personnel  issues. 

The  call-in  service  will  be  of- 
fered on  a trial  basis  through 
September  1993.  At  that  time, 
depending  on  response  from 
callers,  a decision  will  be  made 
on  whether  or  not  the  service 
will  continue  into  FY  94. 

Soldiers  and  DA  civilians  in 
the  continental  United  States, 
Alaska,  Hawaii,  Panama,  and 
U.S.  territories  can  call  in  ques- 
tions to  1-800-USA-TAPC  (872- 
8272).  Callers  from  overseas 
commands  may  use  DSN  221- 
0202.  Local  callers  may  use 
(703)  325-0202.  The  numbers 
will  be  answered  during  a 2- 
hour  session,  twice  a month. 
Session  times  will  vary  for  the 
convenience  of  overseas  com- 
mands. 

The  first  session  will  be  con- 
ducted from  10  a.m.  to  noon 
(EDT),  June  1, 1993.  The  second 


session  is  scheduled  for  5 p.m. 
to  7 p.m.  (EDT),  June  15, 1993. 
Subsequent  call-in  periods  will 
be  on  the  first  and  third  Tues- 
days of  each  month  from  10 
a.m.  to  noon  (EDT)  and  5 p.m. 
to  7 p.m.  (EDT),  respectively.  At 
other  times,  callers  will  hear  a 
message  about  future  session 
schedules. 

Call-in  sessions  will  be  re- 
corded for  later  broadcast  on 
Soldiers  Radio  Satellite  Net- 
work (SRSN). 

PERSCOM  News  Release 


Gifts  rules 

■ Summer  is  a traditional  time 
for  transitions  within  the  Army. 
In  the  past,  farewell  gifts  were 
governed  by  Army  Regulation 
600-50;  that  regulation  has  been 
rescinded  and  is  replaced  by  Of- 
fice of  Government  Ethics 
(OGE)  rules  that  are  im- 
plemented by  a Joint  Ethics  Reg- 
ulation (JER)  (DOD  Dir  5500.7; 
pending  distribution). 

Both  the  OGE  rules  and  the 
JER  prohibit  superiors  from  ac- 
cepting gifts  from  subordinates 


except  in  two  circumstances. 
First,  on  occasions  when  gifts 
are  traditionally  exchanged  (i.e., 
Christmas,  hospitality,  etc.)  if 
the  total  market  value  is  less 
than  $10  per  occasion.  The  sec- 
ond exception  is  on  special,  in- 
frequent occasions  (e.g., 
marriage,  illness,  or  termination 
of  senior /subordinate  relation- 
ship by  retirement  or  transfer 
from  the  command). 

The  OGE  rules  established 
for  gifts  on  these  special  occa- 
sions allow  for  voluntary  solici- 
tation of  nominal  contributions; 
what  is  nominal  is  up  to  the  in- 
dividual concerned,  but  in  no 
case  will  it  exceed  $10.  Under 
the  JER,  the  value  of  an  appro- 
priate gift  for  special,  infre- 
quent occasions  (e.g., 
retirement)  shall  not  exceed  an 
aggregate  of  $300  from  a donat- 
ing group  (e.g.,  battalion,  com- 
pany). In  any  size  group,  the 
$10  ceiling  per  individual  ap- 
plies. The  cost  of  plaques  or  cer- 
tificates of  achievement, 
appreciation,  or  conferring  hon- 
orary or  lifetime  membership  in 
a military  unit,  including  mat- 
ting and  framing,  will  not  be 


CONAP  Monthly  Statistics 
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Agreements  for 
1-30  Apr  93 

Total  CONAP 
Agreements 

1st 

162 

2,179 

2d 

172 

4,153 

5th 

186 

2,431 

6th 

50 

724 
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included  in  the  aggregate  limit 
of  $300. 

The  OGE  rules  continue  the 
prohibirion  on  using  govern- 
ment facilities,  funds,  equip- 
ment, or  personnel  for  gifts. 
Although  a soldier  can  volun- 
teer to  make  a gift  during  his 
off-duty  time,  he  cannot  be  or- 
dered to  make  a gift  or  work  on 
the  gift  while  on  duty. 

Any  individual/ group  in- 
tending to  purchase  or  make  a 
gift  for  a superior  should  coor- 
dinate their  proposal  with  their 
ethics  counselor  (BJA  for  the  bri- 
gades and  subordinate  units, 
and  CLC  for  the  headquarters). 
Any  recipient  of  a gift  who  has 
questions  on  whether  it  can  be 
accepted  should  also  consult 
with  an  ethics  counselor. 

COL  Stewart  K.  McGregor 
USAREC  Chief  of  Staff 


School  rules 

■ Effective  immediately,  all  sol- 
diers selected  for  any  DA  or 
USAREC  school  attendance 
will  be  checked  for  height  and 
weight  and  tested  to  ensure  se- 
lectees can  pass  the  APFT. 

Thirty  days  before  the  course 
start  date,  the  battalion  ser- 
geant major  will  personally: 

■ Check  and  certify  each 
selectee  meets  height, 
weight,  and/or  body  fat 
tape  test  standards. 

■ Administer  APFT  and 
certify  pass  or  fail. 

The  DA  Form  4856,  General 
Counseling  Form,  will  be  used 
to  record  height,  weight,  body 
fat  percentage,  and  APFT  re- 
sults. The  form  will  be  signed 
by  the  sergeant  major,  for- 
warded to  the  brigade  com- 
mand sergeant  major  for 
signature,  and  faxed  to  GSM 
Hickle. 


If  a completed  counseling 
form  is  not  received  by  the  Liai- 
son NCO  prior  to  course  start 
date,  the  soldier  will  automati- 
cally be  removed  from  the  list 
and  an  alternate  selected.  POC 
is  SFC  Nancy  Beristain,  Liaison 
NCO,  1-800-223-3735,  extension 
4-0304. 

Top  recruiting 
and  retention 
NCOS  honored 

■ Bringing  top-notch  recruits 
into  the  Army  — and  keeping 
them  there  — has  earned  top 
honors  for  several  members  of 
the  Army-wide  recruitment 
team. 

This  year's  recipient  of  the 
active  component's  Recruiter  of 
the  Year  award  was  SFC  Ste- 
phen Vaughn  of  the  Jackson- 
ville, Fla.,  Recruiting  Battalion, 
2d  Recruiting  Brigade.  From 
the  Army  Reserve,  SFC  Renee 
D.  Keil  became  the  organi- 
zation's first  woman  to  receive 
honors  as  the  USAR  Recruiter 
of  the  Year.  She  serves  with  the 
Houston  Recruiting  Battalion, 
5th  Recruiting  Brigade. 

SSG  Woodrow  A.  Roeback  is 
the  Army's  Retention  Non- 
Commissioned  Officer  of  the 
Year.  Roeback  serves  with  the 
U.S.  Army  Medical  Material 
Center,  Europe.  Roeback's 
USAR  counterpart  awardee 
was  SSG  Martha  G.  Bridges  of 
the  108th  Division  (Training), 
Charlotte,  N.C. 

SFC  Robert  W.  Gowin  earned 
honors  as  the  Reserve  Compo- 
nent Transition  NCO  of  the 
Year.  He  serves  with  the  U.S. 
Army  Infantry  Center,  Fort 
Benning,  Ga. 

The  Army  National  Guard's 
Recruiter  of  the  Year,  SFC 


Curtis  D.  Finley,  serves  with 
the  Kentucky  Army  National 
Guard.  His  counterpart 
awardee  for  retention  was  SFC 
Michael  P.  Carriveau  of  the 
Massachusetts  Army  National 
Guard. 

Army  News  Service 

Need  a job  in  the 
next  decade? 

■ The  Department  of  Labor 
publishes  a list  of  occupations 
that  will  need  people  within  the 
next  decade. 

Compiled  every  2 years,  the 
list  also  includes  career  fields 
with  steadily  decreasing  jobs, 
said  DoD  transition  officials. 

For  example,  the  Department 
of  Labor  expects  an  increased 
need  for  paralegals,  medical 
record  technicians  and  com- 
puter programmers.  However, 
the  forecast  indicates  fewer 
positions  for  directory  assis- 
tance operators,  butchers  and 
service  station  attendants. 

Indicators  show  that  medical 
career  fields  will  be  the  fastest 
growing  over  the  next  10  years. 
Most  jobs  on  the  list,  medical 
or  not,  will  require  some  ad- 
vanced training  or  schooling. 

Among  the  nonmendical  jobs 
projected  to  have  numerous 
openings  are  correction  officers 
and  guards,  travel  agents,  flight 
attendants,  child  care  workers, 
legal  secretaries,  systems  ana- 
lysts and  computer  scientists. 

Other  positions  expected  to 
grow  include  accountants,  man- 
agement analysts,  receptionists, 
marketing  and  advertising  man- 
agers, human  services  workers, 
janitors  and  data  processing 
equipment  repairers. 

American  Forces  Information 
Service 
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Pro  Talk 


Prospect 
personality  types 


Behavioral  flexibility  — the  ability  to  get 
along  with  a great  number  of  per- 
sonalities — is  an  important  quality  of  suc- 
cess for  any  professional  salesperson.  For 
you,  it  means  being  able  to  identify  various 
styles  of  behavior  in  your  prospects  and  to 
adjust  your  own  behavior  for  each  of  those 
styles.  Because  each  style  must  be  sold  to  in 
a different  way,  identifying  different  be- 
havioral styles  and  adjusting  one’s  own  be- 
havior are  important  sales  skills. 

Let’s  look  at  the  various  styles  of  behavior, 
learn  how  to  identify  the  behavioral  style  of 
your  prospects,  and  discover  why  this  is  impor- 
tant to  you  as  a successful  recruiter. 

The  world  today  is  a nonstop  marketplace 
where  prospects  have  to  make  multiple  buying 
decisions.  Salespeople  who  know  how  to  sell 
professionally  are  the  ones  who  come  out  on 
top.  They  don’t  walk,  talk,  or  act  like  stereotypi- 
cal salespeople.  Instead,  they  apply  persuasive 
skills  in  a smooth,  diplomatic  manner  to  con- 
vince others  on  a vast  array  of  ideas  or 
products.  They  are  effective  influencers  who  cre- 
ate "win-win”  outcomes.  That  means  everyone 
involved  leaves  the  situation  feeling  he  or  she 
came  out  ahead.  Since  everyone  wins  in  some 
way  or  another,  “win-win”  outcomes  look  and 
feel  the  best  for  everyone  involved.  Such  out- 
comes set  the  tone  for  positive  future  relation- 
ships, eliminating  bumpy  and  rocky  encounters. 

Why  is  it  necessary  to  discuss  relationships 
as  a part  of  selling?  To  know  this,  you  must 
answer  the  question:  What  is  the  role  of 
relationships  in  successful  selling? 

Answer:  Monstrous. 

Selling  is  persuading  and  influencing.  All  per- 
suading and  influencing  involves  relationships. 
For  instance,  when  you  and  another  person 


decide  where  to  go  for  dinner  together,  your 
relationship  affects  your  openness,  trust,  and 
comfort  in  persuading  and  influencing  each 
other.  Likewise,  any  recruiting  situation  you  en- 
counter takes  place  in  the  context  of  how  much 
rapport,  comfort,  trust,  and  credibility  both  par- 
ties place  in  each  other.  As  a professional,  you 
must  establish  a sound  relationship  with  a 
prospect  immediately  and  ease  the  way  for  a 
positive  outcome  and  a successful  sale. 

The  answer  to  this  question  is  to  properly 
build  a trust  bond  as  soon  as  possible  (RJ,  July 
91).  This  is  a skill  that  must  be  mastered.  It  is 
imperative  that  you  build  a good  first  impres- 
sion in  your  first  few  minutes  with  your 
prospects.  Your  tactics  to  do  this  begin  with 
“feeding  into”  their  interaction  styles. 

According  to  Michael  W.  Mercer  in  his  book 
How  Winners  Do  It,  a simple  method  to  “read” 
and  “feed  into”  where  someone  is  coming  from 
is  the  Four-Square  Interaction  Style  matrix. 

This  matrix  is  simple.  It  pinpoints  a straight  for- 
ward method  to  “read”  others  and  act  toward 
them  in  a manner  that  quickly  develops  rapport. 

Examine  the  diagram  on  the  next  page.  Pic- 
ture your  peers  and  prospects  who  fit  into  each 
of  the  four  interaction  styles 

A results-fociLsed  person  quickly  focuses  on 
how  and  when  he  or  she  will  achieve  results.  In 
The  New  Psychology  of  Selling.  Brian  Tracy 
calls  this  type  of  person  an  analytical  thinker. 

A detail-focused  person  generally  talks  in  a 
relatively  slow,  methodical,  carefully  thought- 
out  manner.  No  words  leave  their  lips  without 
their  brain  determining  the  total  accuracy  of 
their  words  and  ideas.  While  others  consider 
them  picky,  they  consider  themselves  to  be 
thorough  and  careful.  Brian  Tracy  says  this 
type  of  person  is  practical  and  can  be  a driver. 

A friendly  focused  person  centers  his  or  her 
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TASK-ORIENTED  MORE  THAN  PEOPLE-ORIENTED 

Detail-Focused 

Results-Focused 

“Slowly  tell  me  what  it  is  so  that  I 

“Quickly  tell  me  what  It  Is  so  that  I 

> 

can  thoroughly  analyze  it  to  see  its 

can  see  the  result  or  what’s  in  it  for 

"0 

X 

value.” 

me.” 
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X 

CL 
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Friendly-Focused 

Partying-Focused 

z 

“Let’s  talk  about  me.  Then  let’s  talk 

“Let’s  joke,  kid  around,  and  laugh 

about  you.  Then  let’s  talk  about  en- 

until  I get  it  out  of  my  system.  Then 

listing.” 

let’s  talk  about  the  Army.” 

PEOPLE-ORIENTED  MORE  THAN  TASK-ORIENTED 

life  on  sharing  personal  experiences  and  digging 
out  others’  feelings.  This  person  is  a relater 
and  can  be  quite  emotional,  according  to  the 
Institute  for  Executive  Development. 

A part)dng-focused  person  is  one  who  “par- 
ties hard”  and  stops  off  at  home,  work,  or 
school  to  rest  up  and  get  ready  to  go  back  and 
party  again.  While  they  are  socializers,  they 
can  be  obnoxious  at  times  and  can  frequently 
insist  on  telling  a joke  or  pulling  your  leg  before 
they  calm  down  enough  to  discuss  business. 

While  these  are  stereotypes,  practice  using 
this  approach  to  identify  people  by  imagining 
people  who  fit  into  each  style.  You  will  find  that 
it’s  easy  to  identify  the  behavior  of  others  and 
place  them  into  one  of  the  four  styles. 

So  how  can  you  use  this  matrix  to  hit  it  off 
with  anyone?  It’s  simple.  Begin  conversations 
by  acting  the  way  the  other  person  typically 
acts.  Doing  so  develops  rapport,  since  your  be- 
havior is  similar  (or  at  least  not  dissimilar),  and 
makes  it  easier  to  establish  a bond  of  mutual 
trust.  Then,  after  establishing  rapport,  swing 
into  what  you  aim  to  accomplish  and  sell  the 
Army  and  the  Army  Reserve. 

Specifically,  when  approaching  a results- 
focused  person,  walk  quickly,  talk  quickly,  and 
focus  on  results  both  of  you  want  to  achieve. 

Approach  a detail-focused  person  with  a 
slower,  more  studied  and  careful  gait.  Talk 
about  (1)  details,  or  (2)  details,  or  (3)  details. 


Come  on  to  a friendly-focused  person  with  an 
air  of  whatever  emotion  he  is  wearing  on  his 
sleeve  at  the  moment.  If  he  is  happy,  be  happy. 
If  he  looks  concerned,  also  look  concerned  and 
state  something  similar  to,  “How  do  you  feel? 
You  look  concerned  about  something.”  Then 
after  some  feeling-oriented  chit-chat  to  develop 
rapport,  get  down  to  the  brass  tacks  of  what 
needs  to  be  accomplished. 

When  you  must  see  a partying-focused  per- 
son, approach  him  with  a tasteful  joke  rolling 
off  your  tongue.  Laugh  at  his  jokes  so  he  senses 
that  you  are  “with”  him.  Listen  to  his  stories 
and  adventures  in  order  to  establish  rapport. 

After  developing  rapport  with  any  of  the  four 
interaction  types,  get  into  what  you  came  to  see 
them  about.  You  have  already  established  rap- 
port and  built  a bond  of  trust.  Since  both  of  you 
are  on  the  same  wave  length,  go  to  it!  The  im- 
portant thing  is  to  develop  instant  rapport  by 
understanding  what  behavior  style  your 
prospect  has  and  act  accordingly. 

SFC  Dennis  Margheim,  HQ  USAREC  Training  Dir 


Human  beings  crave  to  be 
around  people  who  seem 
similar  to  themselves. 

— Michael  W.  Mercer 
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ducation  outreach 


We  have  been  talking  about  edu- 
cation outreach  and  how  to  go 
about  it  for  a little  over  2 years 
now.  What  follovjs  is  a beautiful 
example  of  what  one  smart,  hard- 
working individual  — empowered 
by  his  commander  — can  do  to 
make  a real  difference  for  our  re- 
cruiters. 

What  Pat  Felts  accomplished  in 
Colorado  can  be  duplicated  else- 
where. All  it  takes  is  technical 
knowledge,  persistence,  appro-pri- 
ate  interaction  with  the  external 
policy-making  individuals  and 
organizations  that  count,  support 
of  the  commander,  and  a little  vi- 
sion. But  it  can  be  done! 

COL  John  C.  Myers 
Director,  Advertising  and 
Public  Affairs 
HQ  USAREC 


No  longer  will  recruiters  in  Colo- 
rado have  to  worry  about  how  to 
get  junior  and  senior  lists  from 
their  schools.  As  of  March  22, 

1993,  Governor  Roy  Romer  signed 
House  Bill  1032  into  law.  What, 
you  may  ask,  does  this  have  to  do 
with  obtaining  school  lists?  HB 
1032  makes  it  a law  that  all 
schools  will  release  lists  to  mili- 
tary recruiters.  Prior  to  this,  it  was 
up  to  the  individual  school 
whether  or  not  to  release  a list. 

How  did  all  this  happen?  Repre- 
sentative Jim  Dryer  and  Senator 
Bill  Owens,  members  of  the  state 
legislature  sponsored  the  bill.  In 
February,  the  bill  was  presented 
before  the  Colorado  Armed  Ser- 
vices Committee.  Mr.  Pat  Felts, 
Denver  Battalion  education  spe- 
cialist, was  asked  to  testify  before 
this  committee  as  an  expert 


resource.  Because  Felts  had  pre- 
viously interacted  with  guidance 
counselors  and  career  counselors 
at  both  the  local  and  state  levels, 
he  was  in  an  excellent  position  to 
testify  by  virtue  of  his  reputation 
within  the  education  community. 

During  his  testimony  Felts  ex- 
plained that  the  reason  the  Armed 
Services  were  asking  for  passage 
of  this  bill  was  to  allow  students 
to  have  more  opportunities  avail- 
able to  them  upon  graduation. 
Many  graduating  seniors  do  not 
know  of  the  opportunities  avail- 
able to  them  through  the  military 
— the  money  available  for  college, 
"high  tech"  skills  training,  educa- 
tion benefits,  and  many  more  — 
simply  because  recruiters  were  un- 
able to  contact  many  students. 

"We  feel  that  students  should 
know  of  the  choices  available  to 
them.  It  could  make  a big  differ- 
ence in  their  lives  after  high 
school.  We  want  to  offer  the  stu- 
dent the  information.  After  that, 
the  choice  is  up  to  the  student," 
stated  Felts. 

He  also  explained  that  this  bill 
would  not  mean  that  recruiters 
would  be  contacting  every  junior 
and  senior.  Parents  and  students 
have  a say  in  the  release  of  indi- 
vidual names.  Those  students 
who  did  not  wish  to  have  their 
names  released  could  request  that 
their  names  be  taken  off  the  list  be- 
fore it  went  to  the  recruiters. 

Felts  further  testified  that  pass- 
ing the  bill  did  not  mean  that  re- 
cruiters would  be  at  the  doors  of 
the  schools  demanding  lists.  "Con- 
tact with  the  schools  will  not  be 
made  by  individual  recruiters,  but 
by  a representative  of  the  Inter- 
Service  Recruiting  Council  (IRC) 


Pat  Felts  testifies  before  the  Colo- 
rado Armed  Services  Committee. 


through  the  school  district,"  stated 
Felts.  The  IRC  is  a joint-services 
forum  made  up  of  representatives 
from  the  Army,  Air  Force,  Navy, 
Marines,  Coast  Guard,  and  the 
Colorado  National  Guard  recruit- 
ing detachments. 

Upon  hearing  testimony  from 
Felts  and  representatives  of  the 
other  services,  the  committee 
voted  on  the  bill  — 11  to  1 in  favor. 

The  bill  went  to  the  House  and 
then  on  through  the  Senate,  and 
became  law  when  Governor 
Romer  signed  the  legislation. 

Asked  if  all  the  work  was  worth 
it,  Felts  replied,  "Definitely  yes! 

We  are  one  of  the  few  states  that 
have  anything  of  this  nature  as 
law.  We  have  just  conquered  a 
major  barrier  that  our  recruiters 
have  had  to  be  up  against  for  a 
long  time." 

Carmi  Eichhorn,  Denver  A&PA 
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The  Spirit  of 
Nursing 


— Annual  award  presented  at 
the  NSNA  convention 


by  Jennifer  Blaser,  Burson-Marsteller, 
with  Bob  Wrolstad,  Kansas  City  ASlPA 

What  has  four  generals,  two 

colonels,  over  40  Army  Nurse 
Corps  officers,  feeds  over 
2,000  people,  and  gives  away  a trip 
and  nurse  teddy  bears?  The  answer 
is  . . . the  National  Student  Nurses 
Association  (NSNA)  Annual  Conven- 
tion, held  recently  in  Kansas  City. 

At  the  convention,  the  United  States 
Army  Nurse  Corps  (ANC)  honored  one 
nursing  student  on  April  15,  1993,  for  her 
outstanding  commitment  to  nursing  and 
contributions  to  her  community.  Melanie 
Elizabeth  Mabrey  Smith  received  the  na- 
tional Spirit  of  Nursing  Award  at  the 
NSNA’s  annual  awards  banquet. 

A student  at  East  Carolina  University 
School  of  Nursing  in  Greenville.  N.C.,  Smith 
was  selected  from  more  than  350  nominees 
from  nursing  schools  in  all  50  states. 

The  award  was  presented  to  Smith  by  BG 
Nancy  Adams,  chief  of  the  Army  Nurse 
Corps,  and  COL  Sharon  Richie,  chief  of  ANC 
recruiting.  In  a separate  ceremony,  ECU 
received  an  engraved  ANC  Spirit  of  Nursing 


Award  plaque  in 
honor  of  Smith’s 
achievement. 

Now  in  its  third 
year,  the  ANC  Spirit  of 
Nursing  Award  pro- 
gram recognizes  the 
nation’s  top  under- 
graduate nursing  stu- 
dents for  their 
excellence  in  the  field. 

The  award  is  spon- 
sored by  the  ANC,  in 
cooperation  with  the 
NSNA. 

“In  today’s  nursing  world,  the  Spirit  of 
Nursing  Award  gives  visibility  to  nurses  as 
leaders,”  said  Adams.  “The  achievements  of 


“The  Spirit  of  Nursing 
Award  gives  visibiiity 
to  nurses  as  ieaders” 
— BG  Nancy  Adams 


COL  Sharon  Richie 


June  1993 


7 


each  awardee  demonstrate  significant  accom- 
plishments in  scholarship  and  community 
service.” 

“The  award  winners  have  the  potential  to 
become  the  future  leaders  of  our  profession, 
and  we  want  to  honor  and  encourage  them 
as  much  as  possible,”  said  Richie.  “They  also 
exemplify  what  we  want  in  an  Army  Nurse 
Corps  officer  and  what  the  NSNA  is  looking 
for  in  its  members.  That’s  why  we’ve  joined 
forces  to  sponsor  this  program.” 

Smith  is  motivated  by  her  belief  that 
nurses  can  effect  change.  “We  make  a differ- 
ence — from  the  life  of  one  individual  to  the 
way  health  care  is  delivered,”  she  says.  “We 
comprise  such  a high  percentage  of 
healthcare  employees,  and  we  have  the  great- 
est patient  contact.  If  we  could  speak  in  a 
unified  voice,  we  could  influence  policy  to 
benefit  patients.” 


“\Ne  make  a 
difference  — 
from  the  life  of 
one  individual  to 
the  way  health 
care  is  delivered,  ” 
says  Smith 


Smith’s  commitment  to  improving  people’s 
lives  through  nursing  is  evident  in  involve- 
ment in  student  nurse  organizations.  She  is 
a member  of  the  National  Student  Nurses 
Association  and  is  president  of  the  North 


Carolina  Association  of  Nursing  Students. 
She  served  as  editor  for  its  state  newsletter 
She  is  active  in  local  service  organizations. 
“Many  legislative  issues  affect  patient 


(From  the  left:  Richard  R.  Eakin,  chancellor  of  East 
Carolina  University  in  Greenville,  N.C.,  Melanie 
Smith,  winner  of  the  1993  Spirit  of  Nursing  Award, 


LTC  Patricia  W.  Ross,  1st  Recruiting  Brigade  nurse 
staff  officer,  and  BG  Nancy  Adams,  chief  of  the 
Army  Nurse  Corps.  (Photo  by  Cramer  Gallimore) 
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The  phone  call 


MG  Wheeler  discusses  nursing  with  Delores  Ward, 
NSNA  vice  president.  (Photo  by  Ginger  Morrow) 


care,”  said  Richie.  “It’s  important  for  nurses 
to  be  aware  of  the  partnership  between  gov- 
ernment, community  services,  and  hospitals 
in  determining  patient  care.  This  enables 
them  to  participate  actively  as  patient  advo- 
cates. Melanie  Smith  is  such  an  advocate.” 

All  nursing  programs  in  the  United  States 
are  eligible  to  nominate  a student  for  the 
ANC  Spirit  of  Nursing  Award.  Entry  forms 
are  mailed  to  schools  in  the  fall.  Using  cri- 
teria determined  by  the  dean  or  director, 
each  participating  school  selects  one  student 
to  receive  the  award  locally.  An  Army  nurse 
recruiter  presents  this  award  in  a ceremony 
at  the  school. 

All  local  winners  are  then  considered  for 
the  national  ANC  Spirit  of  Nursing  Award. 
The  selection  criteria  for  the  national  award 
include:  involvement  in  community  activities, 
membership  in  professional  organizations, 
leadership  experience,  and  academic  achieve- 
ment. 

So  what  was  that  part  about  giving  away  a 
trip  and  teddy  bears?  Everyone  at  the 
Awards  Banquet  had  a chance  to  register  for 
door  prizes,  compliments  of  the  U.S.  Army. 
The  winners’  names  were  drawn  the  next  day 
on  the  convention  floor  by  BG  Adams.  The 
first  prize  was  a free  trip  to  any  Army  medical 
center  in  the  U.S.  and  a teddy  bear  dressed 
in  a soldier’s  uniform.  Second  and  third  prize 
winners  also  received  teddy  bears. 


How  did  Melanie  Smith  find  out  she  had 
won  the  Spirit  of  Nursing  Award? 

“As  I was  walking  down  the  hall  at 
school  one  day,  I was  told  I had  gotten 
a call  from  Army  recruiting.  I sloughed  it 
off  by  saying  that  the  call  must  have 
come  from  the  local  Army  recruiter,  Sgt. 
Frazier. 

“No,  I was  told,  it  was  someone  named 
Colonel  Richie. 

“I  screamed  bloody  murder.  I screamed 
so  loud  and  so  long  that  they  heard  me 
in  the  administrative  suites. 

“People  came  from  everywhere,  asking 
what’s  wrong,  what’s  happened.  I ex- 
plained that  it  was  to  my  understanding 
that  the  only  reason  Colonel  Richie 
would  be  calling  me  was  to  tell  me  I had 
won  the  national  Spirit  of  Nursing 
Award. 

“I’ve  been  involved  in  the  NSNA  since 
my  sophomore  year.  I remember  sitting 
and  watching  Pam  Smith  win  the  award 
and  what  a distinguished  and  accom- 
plished person  she  was.  I knew  that 
was  something  I really  wanted  to  ac- 
complish.” 


Melanie  Smith  is  applauded  by  (from  left)  her  hus- 
band, BG  Nancy  Adams,  and  MG  Jack  C.  Wheeler 
after  being  presented  the  Spirit  of  Nursing  Award. 
(Photo  by  Ginger  Morrow) 


June  1993 


9 


Ideas  = $ 

— The  suggestion  program 
both  saves  and  awards  cash 


by  John  Foston,  USAREC  Resource  Manage- 
ment and  Logistics,  HQ  AIEP  Coordinator 

In  case  you  haven’t  heard,  USAREC 
has  a suggestion  program  and  all  of 
you  are  invited  and  encouraged  to  par- 
ticipate. What  is  the  program  and  how 
does  it  work?  The  formal  title  of  the  sug- 
gestion program  is  ‘The  Army  Ideas  for 
Excellence  Program,”  or  the  AIEP.  and  is 
governed  by  Army  Regulation  5-17.  It  is 
a program  that  has  been  around  since 
World  War  I and  affords  soldiers  and 
civilian  employees 
an  opportunity  to 
submit  ideas  for  pro- 
cess improvements, 
elimination  of  ineffi- 
cient practices,  in- 
creased safety, 
improved  morale,  or 
just  about  anything 
that  benefits  an  or- 
ganization, com- 
mand, or  the  entire 
Army. 

You  can  participate 
by  submitting  your  ideas  in  writing  to  your 
local  AIEP  Coordinator,  using  DA  Form  1045, 
Army  Ideas  for  Excellence  Program  (AIEP) 
Proposal.  The  AIEP  Proposal  requires  you  to 
provide  three  basic  things:  a description  of 
the  current  procedure,  a description  of  your 
proposed  procedure,  and  the  benefits  to  be  re- 
alized if  your  suggestion  is  adopted. 

Once  you  have  prepared  your  proposal, 
submit  it  to  your  local  AIEP  Coordinator  for 


processing.  Each  recruiting  battalion  and  bri- 
gade, the  Recruiting  Support  Command,  and 
the  USAFIEC  headquarters  has  an  AIEP  coor- 
dinator. 

The  Army  has  received  impressive  results 
from  the  AIEP.  In  1992,  the  Army  saved  an 
estimated  $49.6  million  and  paid  $2.2  mil- 
lion in  suggestion  awards.  Over  the  last  5 
years,  the  Army  has  saved  an  average  of 
$59.9  million  per  year  because  of  the  AIEP.  If 
you’re  concerned  about  what’s  in  it  for  you, 
the  answer  is:  fortune,  fame,  and  empower- 
ment to  make  a difference. 

The  program  pays  cash  for  ideas  that  are 
adopted  and  im- 
plemented If  they  have 
tangible  benefits  of  at 
least  $250.  In  fact,  you 
can  receive  10  percent  of 
tangible  savings,  up  to 
the  first  $10,000  of  sav- 
ings. From  that  point, 
awards  are  based  on  a 
lower  percentage  of  the 
overall  savings. 

Cash  awards  are  also 
paid  for  ideas  that  have 
Intangible  benefits. 

These  are  ideas  that  save 
time,  improve  safety  or  morale,  or  have  other 
benefits  that  are  difficult  to  measure,  but  are 
no  less  valuable.  Soldiers  are  eligible  for  cash 
awards  under  this  program,  as  well  as  civil- 
ian employees.  USAREC  has  had  some  nota- 
ble success  stories  associated  with  the  AIEP 
during  the  last  year. 

MSG  David  Y.  Suzuki  received  a suggestion 
award  of  $3,762  m September  1992,  for  a 


Over  the  last  5 years, 
the  Army  has  saved 
an  average  of  $59.9 
million  per  year  be- 
cause of  the  AIEP. 
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SUGGESTION  AWARD  PAYMENTS 
COMPARED  TO  ESTIMATED  COMMAND  BENEFITS 


suggestion  he  submitted  into  the  AIEP  while 
assigned  to  HQ  USAREC  in  1990.  Suzuki’s 
idea  was  the  basis  for  developing  the  Nurse 
Recruiter  Applicants  Processing  System 
(NRAPS).  NRAPS  results  in  the  electronic  gen- 
eration of  an  appointment  application  for 
nurses,  at  a cost  savings  of  approximately 
$260  per  packet.  Suzuki’s  idea  saves  the 
command  an  estimated  $145,000  per  year. 

SFC  Susan  J.  Woods,  USAR  Operations 
NCO,  formerly  assigned  to  HQ,  US  Army  4th 
Recruiting  Brigade,  submitted  an  award  win- 
ning idea.  She  suggested  the  correction  of  a 
problem  that  existed  with  the  PT  200,  which 
is  the  primary  computer  system  used  by 
USAR  guidance  counselors  at  the  Military  En- 
listment Processing  Stations  (MEPS),  to  sell 
applicants  on  available  Army  jobs,  based  on 
the  applicant’s  test  scores  and  qualifications. 
Basically,  as  guidance  counselors  tried  to 
query  the  system  for  information,  the  system 
would  repeat  previous  functions  or  revert 
back  to  initial  steps  in  the  program.  This  situ- 
ation resulted  in  lost  time  through  duplicated 
effort  and  caused  guidance  counselors  to  ap- 


pear less  than  professional  while  operating 
the  system  and  interviewing  applicants.  The 
implementation  of  Woods’  idea  saves  the  com- 
mand an  estimated  $174,000  annually  and 
netted  her  a $4,069  suggestion  award. 

CPT  Charles  B.  Bailey  Jr.,  a USAR  market 
analyst  assigned  to  HQ,  US  Army  2d  Recruit- 
ing Brigade,  recently  received  a suggestion 
award  of  $5,000  — the  largest  on  record  for  a 
USAF^C  soldier  or  employee.  In  1989  while 
assigned  to  HQ,  Forces  Command,  Bailey  de- 
veloped the  Vacancy  Potential  Transcript 
(VACPOT)  automated  program.  This  program 
was  successfully  used  by  FORSCOM  to  iden- 
tify prior  service  duty  MOS  qualified  soldiers 
needed  to  fill  vacancies  that  existed  in  USAR 
troop  program  units  (TPUs).  The  program 
was  introduced  to  USAREC  in  1989  and 
again  in  1990,  to  assist  in  recruiting  prior 
service  personnel  into  the  USAR.  It  was  not 
adopted  due  to  enhancements  that  were 
needed  before  it  could  work  effectively  in 
USAREC.  Bailey  provided  the  required  pro- 
gram enhancements  in  February  1992. 
USAREC  tested  his  idea  (with  enhancements) 
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Participation 


in  the  2d  Recruiting  Brigade  with  impressive 
results.  The  command  implemented  his  idea 
throughout  USAREC  in  July  1992.  Bailey’s 
idea  eliminated  what  had  previously  been  a 
time-consuming  prequalification  procedure 
for  USAR  recruiting.  Implementation  of  his 
idea  contributes  to  approximately  28  percent 
of  all  prior  service  accessions  and  47  percent 
of  duty  MOS  qualified  accessions  each 
month.  In  evaluating  his  idea,  the  command 
determined  that  it  had  exceptional  value, 
with  broad  application  that  has  significantly 
improved  efficiency  in  duty  MOS  qualified  re- 
cruiting. 

These  are  just  some  examples  of  how  indi- 
viduals have  assisted  the  command,  while  at 
the  same  time  personally  benefiting  from 
helping  to  make  a difference.  We  do  not  ex- 
pect all  ideas  submitted  into  the  AIEP  to  be 
big  winners,  but  we  know  that  there  are 
some  potentially  great  ideas  out  there  and 
you  hold  the  keys  that  will  unlock  and  re- 
lease them.  You  are  strongly  encouraged  to 
participate  in  the  program. 

Some  of  us  have  heard  that  we  have  to 


start  “doing  more  with  less.”  While  that  is  a 
noble  thought,  it  is  inconsistent  with  reality. 
The  reality  is  that  we  must  do  what  we  are  re- 
quired to  do  more  efficiently  and  smarter,  to 
include  eliminating  waste  and  things  that 
have  no  value  added  to  our  mission. 

How  can  we  do  this?  We  can  begin  by  ad- 
justing our  attitudes  and  accepting  the  fact 
that  inevitable  change  is  upon  us  — not  com- 
ing, but  is  here.  No  one  can  reasonably  be  ex- 
pected to  have  all  solutions  to  all  problems, 
but  collectively  we  can  harness  our  knowl- 
edges, skills,  abilities,  and  experiences  to 
meet  the  challenges  we  are  facing. 

We  must  support  innovation  and  explore  al- 
ternatives to  past  practices.  It  has  been  said 
that  “If  you  continue  to  do  things  the  way 
you’ve  always  done  them,  you  will  get  the 
same  results  you’ve  always  gotten.”  If  this  is 
true,  then  we  can’t  possibly  do  more  with 
less,  but  we  can  certainly  do  better  with  what 
we  have. 

Please  contact  your  command  AIEP  coordi- 
nator for  more  information  or  assistance,  and 
submit  a good  idea  today. 
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The  Test 


1.  Since  telephonic  verification  of  high  school  di- 
ploma graduate  (HSDG)  status  is  authorized  only 
for  RA  applicants  enlisting  into  the  DEP,  telephonic 
verification  for  applicants  processing  for  accession 
into  the  USAR  is  not  authorized. 

A.  True 

B,  False 

2.  Completion  of  college  courses  below  the  100 

level accepted  for  enlistment  if  the 

course  is  cleariy  identified  as  a college  level  course 
and  credit  wiil  be  recognized  by  the  college  towards 
graduation  and  degree  completion  requirements. 

A.  will  be 

B.  will  not  be 

C.  will  not  be  (unless  a waiver  is  granted) 

D.  may  be  (only  with  MACOM  approval) 

3.  Recruiters  are  authorized  to  perform  which  of 
the  following  maintenance  procedures  on  the  JOIN? 

A.  changing  major  components  and  cables 

B.  changing  the  air  filter 

C.  changing  fuses 

D.  all  of  the  above 

4.  Due  to  economic  constraints,  faulty  components 

of  JOIN repaired  by  on-site  technicians. 

A.  wiil  be 

B.  will  not  be 

C.  require  recruiting  battalion  approval  to  be 

D.  require  recruiting  brigade  approval  to  be 

5.  The  Army  4-year  ROTO  scholarship  pays 
for  college  tuition. 

A.  up  to  $8,000 

B.  up  to  80  percent 

C.  up  to  $8,000  or  80  percent,  whichever  is  higher  annually 

D.  up  to  $8,000  or  80  percent,  whichever  is  lower  annually 

6.  Army  ROTC  scholarship  winners  also  receive  a 

tax-free  subsistence  allowance  of for 

each  year  that  the  scholarship  is  in  effect. 

A.  $100  a month  for  9 months 

B.  $100  a month  for  10  months 

C.  $100  a month  for  each  complete  month  of  the  semester 

D.  $100  a month  for  each  complete  month  of  the  school  year 

7.  Applicants  who  are  processing  for  the  WOFT  en- 
listment option  wili  be  scheduled  for  a 

flight  physical. 

A.  Class  I 

B.  Class  II 

C.  Class  III 

D.  Class  IV 

8.  For  CONAP,  who  is  responsible  for  filling  out 
and  returning  the  enrollment  application  to  col- 
leges? 

A.  Platoon  sergeant/station  commander 

B.  Education  services  specialist 


C.  Enlistee 

D.  Recruiter 

9.  Who  is  responsible  for  exercising  overall  super- 
vision of  the  U.S.  Army  Reserve  National 
Scholar/Athlete  Award  Program? 

A.  each  individual  recruiting  battalion 

B.  each  individual  recruiting  brigade 

C.  Reserve  Affairs  Directorate,  HQ  USAREC 

D.  Advertising  and  Public  Affairs  Directorate,  HQ  USAREC 

10.  The , a structured  review  pro- 

cess that  allows  training  participants  to  discover  for 
themselves  what  happened,  why  it  happened,  and 
how  it  can  be  done  better,  provides  feedback  for  all 
training. 

A.  informal,  internal  evaluation 

B.  formal,  external  evaluation 

C.  after-action  review 

D.  training  feedback  session 

11.  The  credential  verification  for  nurse  practition- 

ers, midwives,  and  nurse  anesthetists  will  be  initi- 
ated by . 

A.  the  recruiting  battalion  ANC  operations  section 

B.  the  applicant 

C.  the  Army  Nurse  Recruiting  Team 

D.  any  of  the  above 

12.  The  USAREC  Form  200-C  will  be  initiated 


A.  when  the  prospect  arrives  for  the  interview 

B.  after  a prospect  agrees  to  an  appointment 

C.  at  the  discretion  of  the  recruiter 

D.  at  the  discretion  of  the  platoon  sergeant 

13.  Schools  within  the  recruiter’s  zone  are  cate- 
gorized by  the into  one  of  two  priorities 

based  upon  actual  market  data. 

A.  Station  commander/platoon  sergeant 

B.  Recruiting  company  commander 

C.  Recruiting  company  first  sergeant 

D.  Recruiter 

14.  By  the  30th  of  June,  you  must  have  completed 

contact  of of  all  lists. 

A.  a minimum  of  85  percent 

B.  90  percent 

C.  95  percent 

D.  100  percent 

15.  During  which  month  are  high  school  folders  to 
be  initiated? 

A.  May 

B.  June 

C.  July 

D.  August 

(The  answers  to  this  month’s  Test  can  be  found  on  the 
inside  back  cover.) 
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The  Way  / See  It 


— ^ ^ 

All  “The  Way  I See  It”  forms  received  by  the  USAREC  Chief  of  Staff  are  handled 

promptly.  Those  that  are  signed  and  include  a phone  number  will  receive  a phone  call 
within  48  hours  of  receipt  Those  with  addresses  will  receive  a written  response  approxi- 
mately 3 weeks  from  receipt 


A recruiter  writes: 


The  Chief  of  Staff  responds: 


I have  been  in  recruiting  since 
March  83  and  have  seen  much 
change.  Today  it  seems  as  though  RA 
recruiters  are  not  lasting  at  all.  1 do 
not  know  the  answer  but  perhaps  if 
USAREC  would  try  a program  of  TDY 
on  all  RA  and  give  6 weeks  in  station 
of  assignment  and  let  local  NCOs  and 
officers  determine  if  this  man  will  be 
able  to  recruit  in  that  area  or  return  to 
the  Army.  That  way  the  government 
could  save  a lot  of  PCS  money  and  the 
burden  of  proof  of  failure  is  not  on  the 
CLT.  That  way  we  would  all  be  better 
off. 

Many  times  guys  get  here  and  have 
family  problems  or  speech  problems 
and  you  wonder  how  they  got  through 
school.  But  now  the  CLT  is  forced  to 
overcome  and  this  is  the  battlefield. 

We  all  have  to  be  ready  to  fight;  we  not 
only  don’t  have  the  time  to  take  care 
of  the  wounded.  We  don’t  have  time  to 
be  of  any  help  to  the  families  of  the 
fall-by-the -wayside  recruiters.  If  peo- 
ple are  not  fit  to  fight,  the  war  does 
not  wait;  someone  is  sure  to  suffer  out 
here. 

The  new  team  concept  of  platoons 
will  help  a lot,  but  the  whole  team 
needs  to  be  ready,  willing  and  able  to 
meet  the  challenge.  I really  like  this 
job  and  I really  don’t  see  these  same 
problems  occurring  with  Reserve  re- 
cruiters, but  the  job  is  the  same. 
Something  should  be  done.  Thank  you. 


Thank  you  for  taking  time  to  send  your  com- 
ments, I value  them. 

Many  ideas  have  been  put  forth  in  an  effort  to 
evaluate  the  quality  of  our  new  recruiters.  Your 
suggestion  for  placing  a recruiter  in  his  new  sta- 
tion for  a 6-week  trial  period  for  evaluation  prior 
to  PCS  has  been  a topic  of  discussion  before.  The 
expected  outcome,  placement  of  a qualified  re- 
cruiter in  an  area  where  he  can  be  successful  and 
effective,  has  merit;  however,  the  following  should 
be  taken  into  consideration. 

Your  plan  would  be  to  evaluate  a soldier  on 
skills  he  will  be  required  to  perform  prior  to  pro- 
viding his  training.  The  soldier  starts  out  at  a dis- 
advantage. Taking  the  soldier  away  from  his 
family,  while  in  a probationary  program,  would 
not  give  USAREC  or  the  new  recruiter  a fair  as- 
sessment. After  notification  of  an  impending  as- 
signment to  USAREC,  some  soldiers  are  apathetic 
or  unwilling  to  become  members  of  our  winning 
team.  Enabling  them  to  control  their  destiny  may 
promote  failure.  Temporary  duty  can  be  an  expen- 
sive means  of  measuring  a new  recruiter’s  poten- 
tial. 

We  have  found  that  the  interview  by  the  battal- 
ion commander  in  the  soldier’s  losing  unit  and 
the  interview  at  the  schoolhouse  are  still  our  best 
screening  tools.  By  PCSing  a soldier  who  has 
been  properly  screened  and  educated,  we  hope  to 
instill  a firm  commitment  on  the  part  of  the  sol- 
dier to  put  forth  his  or  her  best  effort. 

I would  like  to  thank  you  for  using  ‘The  Way  I 
See  It”  program,  and  I encourage  you  to  tell  oth- 
ers about  it.  Through  creative  suggestions  like 
yours,  we  become  aware  of  the  needs  of  the  field 
force.  Once  again,  thank  you. 


How  do  you  see  it?  Send  your  comments  on  the  form  on 
page  15. 
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The  Way  I See  It 


Vision  implies  change.  Change  is  upon  us. 
We  are  better  off  to  participate  in  change  and  to 
help  shape  it  than  to  be  dragged  along  by  change. 
You  can  help  shape  the  future  and  make  it  better. 
You  know  your  job  better  than  anyone.  What  are 
your  ideas  for  improving  operations?  Share  them 
on  the  space  below  and  mail  this  according  to  the 
instructions  on  the  back  of  this  form,  postage  free. 


Please  be  as  detailed  as  possible  when  citing 
examples  for  improvement.  Recruiters,  support 
staff,  and  family  members  are  encouraged  to  use 
this  space  to  voice  ideas  and  concerns.  If  you 
desire  a direct  response  to  your  comments  or 
suggestions,  please  include  your  name  and 
address.  Names  are  not  required. 


Teamwork:  Working  together  as  a team,  we 
can  accomplish  more  than  working  as  individuals 
Share  your  vision  for  the  future  of  the  U.S.  Army 


Recruiting  Command.  All  forms  are  mailed  to  and 
received  directly  by  the  USAREC  Chief  of  Staff, 
Fort  Knox,  Ky. 


HQ  USAREC  Fm  1825, 1 Jan  91 
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Families 

first 


— New  battalion  family  services  coordinators  have  arrived 


by  Vemetta  Graham,  RJ  stajf 


elp  has  arrived.  Call  them  coordinators, 
call  them  advisors,  you  can  even  call 
them  guardian  angels,  but  you  defi- 
nitely want  to  call  when  you  need  them  — your 
friendly  battalion  Family  Services  Coordinators 
(FSC).  During  FV  92  each  battalion  set  out  to 
obtain  these  supporters  and  according  to 
Marty  Skulas,  Family  Services  Program  Man- 
ager at  HQ  USAREC,  most  of  the  positions 
were  filled  by  the  beginning  of  1993. 

These  new  battalion  supporters’  main  objec- 
tive is  to  Improve  the  quality  of  life  for  the  total 
Army  recruiting  family  (soldiers,  civilian  em- 
ployees, and  their  families).  Their  mission  is  to 
coordinate  support  for  recruiters  facing  commu- 
nity issues,  military  redtape,  medical  problems, 
and  numerous  other  dilemmas.  Karen  S. 

Brazel,  FSC  at  the  Dallas  Battalion,  said,  *We 
enhance  the  quality  of  life  for  the  recruiter,  the 
family,  and  even  the  single  soldier  in  the  field.” 

Coordinators 

“I’m  a go-between  for  the  commander  and 
the  recruiter,  working  for  the  commander  to 
please  the  recruiter,”  explained  Peggy  H.  Boal, 
FSC  at  Columbia  Battalion. 

The  FSC  coordinates  with  different  levels  of 
operation  — brigade,  battalion,  company,  sta- 
tion, and  community,  but  the  most  important 
level  is  the  recruiter  and  family.  To  help  the  re- 
cruiter, an  FSC  must  first  identify  the  needs 
and  problems.  To  do  this,  the  FSC  works 


closely  with  company  level  Family  Support 
Group  volunteers,  who  most  often  are 
recruiters’  spouses.  Volunteers  are  a major 
communication  tool.  They  are  on  the  front  line 
and  know  first-hand  what  issues  need  to  be  ad- 
dressed, such  as: 

■ health  care 

■ dental  care 

■ sponsorship 

■ welcome  packet 

■ relocation 

■ employment 

■ networking 

■ community  information 

■ schools 

■ housing 

■ day  care 

■ counseling 

With  each  of  these  issues,  an  FSC  may  inter- 
act with  one  or  several  different  levels  of  opera- 
tion. 

An  interesting  task  for  most  coordinators  is 
maintaining  communication  with  the  field. 

Some  have  large  geographic  areas  they  must 
support,  and  they  need  to  have  a basic  knowl- 
edge of  the  areas  where  recruiters  are  located. 
The  coordinators  try  to  stop  in  at  each  com- 
pany to  train  volunteers,  visit  new  spouses, 
and  talk  with  local  community  officials  and 
physicians. 
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“The  FSC’s  greatest  challenge  is  the  geo- 
graphical dlspersement  of  their  customers  — 
on  post,  customers  can  go  to  Army  Community 
Service  — an  FSC,  on  the  other  hand,  might 
have  soldiers  and  families  in  multiple  states,” 
said  Skulas.  An  FSC  may  coordinate  with  sev- 
eral communities  officials,  while  staying  in 
close  contact  with  the  recruiter,  the  company, 
the  battalion,  and  the  brigade. 

Note,  this  is  also  why  volunteers  are  so  im- 
portant, to  help  keep  the  lines  of  communica- 
tion open  and  the  families  involved.  Janice 
Sydnor-Parrish  of  Beckley  Battalion  stated, 
“Volunteers  are  needed.  Tliey  provide  feedback, 
so  we  can  address  any  problems.” 

Advisors 

An  FSC  is  also  a Health  Benefits  Advisor  for 
the  recruiter  and  family.  They  ensure  family 
members  are  aware  of  the  CHAMPUS  program 
and  benefits,  the  Direct  Care  Medical  Program, 
and  Delta  Dental  Care.  These  programs  are 
very  important  for  the  re- 
cruiter out  in  the  rural 
areas,  away  from  a military 
installation.  They  often 
help  families  find  local  phy- 
sicians who  peirticipate  in 
these  medic^  programs 
and  this  is  not  always  an 
easy  task.  So,  the  FSC  may 
also  find  it  necessary  to  go 
out  and  recruit  new  physi- 
cians to  get  involved  in  the 
plans.  “When  1 go  to  com- 
pany training  briefings,  1 
stop  by  or  phone  different 
physicians  in  the  area 
about  getting  involved  with  the  health  care  pro- 
grams,” said  Brazel. 

Many  issues  arise  with  these  medical  plans 
and  the  FSC  is  there  to  alleviate  or  solve  any 
problems,  such  as: 

■ filing  claims 

■ proper  use  of  medical  programs 

■ receiving  payment  of  claims 

■ locating  physicians 

“1  provide  medical  care  education  to  all  per- 
sonnel and  their  families  at  company  training, 
and  1 am  persistent  in  pursuing  expeditious 
payment  of  all  medical  claims  that  encompass 
Direct  Care  as  well  as  CHAMPUS,”  said  Sydnor- 
Parrish. 

Guardian  angels 

Family  Service  Coordinators  are  also  guard- 
ian angels,  watching  and  protecting  the  recruit- 
ing family,  their  duties  often  involve  working 


closely  with  the  new  brigade  chaplains.  The 
FSCs  have  become  an  extension  of  the  chap- 
lains, proactively  working  together  for  the  good 
of  the  recruiter  and  family. 

The  chaplain  is  the  manager  of  the  Family 
Advocacy  Program,  while  the  FSC  assists  and 
works  to  implement  those  programs.  Most  im- 
portantly, they  work  to  educate  and  prevent  se- 
rious dilemmas.  They  try  to  deal  with  Issues 
before  issues  become  problems,  such  as: 

■ stress  management 

■ alcohol  abuse 

■ marriage  counseling 

■ parenting 

FSCs  know  the  hardships  and  sacrifices  of  re- 
cruiters and  their  families.  And  if  they  don’t 
know,  they  want  to  know.  They’ve  read  the 
quality  of  life  surveys  and  know  how  recruiters 
feel  about  the  current  conditions.  They  sin- 
cerely want  to  improve  those  conditions! 

Other  duties  as 
assigned 

They  perform  a niomber  of 
other  duties  as  assigned,  all 
hopefully  to  benefit  the  re- 
cruiter. “We  often  do  unique 
activities  for  families,  such  as 
health  issues,  exercise,  and 
eating  properly,”  said  Boal, 
Sydnor-Parrish  com- 
mented, “One  of  my  special 
Interests  Includes  acquaint- 
ing new  foreign  spouses  with 
other  spouses  from  his/her 
country  and  locating  the  near- 
est heritage  clubs,  such  as  Italian,  German, 
British,  Korean,  etc.” 

FSCs  also  write  articles  for  the  battalion 
newsletters  to  keep  families  aware  of  on-going 
and  pertinent  issues. 

“1  personally  have  given  classes  on  an  un- 
usual subject  — gangs,  for  example,  how  they 
affect  families,  school  children,  and  recruiting. 

1 have  given  several  training  classes  on  this 
subject  and  have  become  a resource  person  for 
this  subject,”  said  Kris  Wilson  of  the  Phoenix 
Battalion. 

In  whatever  capacity  the  Family  Service  Coor- 
dinators work,  whether  it’s  as  advisors,  coordi- 
nators, instructors,  trainers,  or  angels,  they  are 
always  striving  to  improve  life  for  recruiters 
and  their  families.  Brazel  stated,  “Improving 
quality  of  life  for  the  recruiting  family  will  cre- 
ate a less  stressful  environment  and  allow  the 
recruiter  to  better  focus  on  mission  accomplish- 
ment — putting  folks  in  boots.” 


“Volunteers  are 
needed;  we  cannot 
be  successful  with- 
out them. " 

Janice  Sydnor-Parrish 
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Recruiting 
the  numbers 

— For  TPU  warrant  officer  vacancies 


by  Pearl  Ingram,  RJ  staff 

Record-breaking  numbers  are  pop- 
ping up  on  a computer  screen  in 
an  office  down  the  hallway  and 
around  the  comer  from  the  command 
group  entrance  at  HQ  USAREC.  CW5 
Donna  L.  Foli  is  no  statistician,  even 
though  she  could  use  the  assistance  of 
one,  but  she  likes  the  March  numbers  on 
TPU  warrant  officer  packets  received 
from  the  field.  With  more  than  900  war- 
rant officer  vacancies  and  a yearly  mis- 
sion of  369,  there’s  plenty  of  work  to  do. 

It  is  up  the  stairs  from  Foil’s  office  that  real 
progress  is  being  made.  Five  AGR  warrant  of- 
ficer recruiters  are  sitting  behind  computer 
screens  and  searching  through  four  large  file 
cabinets  in  two  tiny  offices  only  large  enough 
for  one  desk.  Here  are  the  trainers  of  the  field 
recruiter,  the  experience  of  warrant  officer  re- 
cruiting, the  experts  on  getting  the  25-odd 
page  packet  together,  and  the  giver  of  refer- 
rals to  the  field  recruiter.  However,  it  is  the 
field  recruiter  who  provides  the  face-to-face 
contact. 

Warrant  officer  recruiting  began  in  the  field 
in  January  and,  although  it  takes  3-4 
months  to  get  a packet  together,  two  battal- 
ions made  mission  the  first  quarter.  With  lit- 
tle training  under  their  belt,  SFC  Ray  Drake, 
Columbia  Battalion,  and  SSG  Anthony  D. 
Tinsley,  St.  Louis  Battalion,  the  dedicated 
warrant  officer  recruiters  for  their  battalions. 


both  made  mission. 

“My  job  is  to  fill  warrant  officer  vacancies,” 
said  Tinsley.  “You  have  to  have  a vacancy  in 
a Reserve  unit  or  you  are  wasting  your  time. 

If  someone  wants  to  apply  when  there  are  no 
vacancies,  I put  that  application  on  the  back 
burner  until  I have  a vacancy.  The  battalion 
only  gets  credit  for  accomplishing  the  mis- 
sion when  a vacancy  is  filled,”  said  Tinsley. 
This  seems  to  be  the  secret  weapon  in  recruit- 
ing WO  candidates  and  making  mission  for 
the  battalion. 

Tinsley  has  other  effective  weapons.  He 
feels  most  people  have  been  in  the  Army  long 


Technicai  Warrant  Officer 
Packets  Received 


FY90 

FY91 

FY92 

FY93 

January 

32 

32 

20 

27‘ 

February 

38 

17 

22 

25 

March 

34 

23 

26 

48 

April 

34 

38 

31 

47 

May 

22 

25 

11 

June 

25 

24 

35 

July 

25 

27 

22 

August 

26 

26 

31 

September 

10 

20 

29 

Average 

27 

26 

29 

‘First  month  of  mission  to  field  recruiter 
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enough  to  know  whether  warrant  officer  will 
be  a career  enhancement,  so  he  concentrates 
his  efforts  on  the  following; 

■ Start  with  the  area  vacancy  list  and 
work  on  vacancies  only. 

■ Slots  change,  so  verify  the  vacancies 
with  the  unit  about  every  2 weeks. 

■ Remember  units  will  help  you  with  refer- 
rals when  you  call  to  verify  the  vacancy. 

■ Work  metro  areas  and  units  you  know 
first,  then  concentrate  on  outlying  areas. 

■ Work  weekends  — it’s  the  easiest  way  to 
find  people.  I work  a lot  of  weekends, 
two  to  three  per  month.  During  the 
week,  I fix  problems.  Two-thirds  of  a 
packet  is  done  on  drill  weekends.  You 
can  talk  to  people  and  determine  if  they 
are  qualified  in  the  same  day.  You  have 
the  company  commander  there  on  week- 
ends for  the  letter  of  recommendation. 

■ Talk  to  people  that  you  know  have  feeder 
MOSs. 

■ Look  at  unit  manning  rosters  and  make 
a list  of  people  who  have  the  feeder  MOS 
you  are  looking  for.  Tell  the  first  ser- 
geant you  need  to  see  these  people,  and 
the  first  sergeant  can  put  it  out  at  Satur- 
day or  Sunday  morning  unit  formations. 


Drake,  the  only  re- 
cruiter to  over-produce 
during  the  first  quar- 
ter, has  a philosophy 
similar  to  Tinsley’s.  He 
goes  to  the  unit  and 
screens  201  files  for 
qualified  candidates. 

He  feels  the  unit  ad- 
ministrator can  be  ex- 
tremely helpful,  since 
this  person  really 
knows  unit  personnel. 

Like  Tinsley,  Drake  feels  the  best  time  to  re- 
cruit warrant  officers  is  on  drill  weekends. 
That’s  the  time  for  face-to-face  with  the  pros- 
pects. Although  Drake  says  success  means 
long  hours,  he  enjoys  working  with  prior  ser- 
vice personnel.  He  owes  part  of  his  success 
to  having  a positive  attitude  toward  the  job 
before  arriving  for  recruiting  duty  in  1990. 

He  also  owes  part  of  his  success  to  having  a 
station  commander  who  helped  him  change 
from  a recon  scout  into  a recruiter. 

Thus  far,  recruiting  TPU  warrant  officers 
from  the  field  has  been  successful.  “It’s  going 
great.  It  can  only  get  better  once  the  recruit- 
ers feel  comfortable  and  get  the  training  to  do 
the  job,”  said  Foli. 


SFC  Ray  Drake 


USAR  Warrant  Officer  Monthly  Update  FY93 

Oct 

Nov 

*Dec 

*Jan 

Feb 

*Mar 

Apr 

Personnel  Briefed 

321 

382 

385 

155 

191 

172 

118 

Packets  Received 

28 

18 

18 

27 

25 

4 

47 

Packets  Boarded 

0 

0 

29 

17 

0 

29 

0 

Packets  Selected 

0 

0 

28 

13 

0 

29 

0 

AGR 

0 

0 

8 

2 

0 

2 

0 

AGR/CCAD 

0 

0 

1 

1 

0 

0 

0 

IRR 

0 

0 

0 

0 

0 

1 

0 

USAR/CCAD 

0 

0 

0 

0 

0 

0 

0 

IRR/TPU 

0 

0 

0 

0 

0 

5 

2 

USAR 

0 

0 

19 

11 

0 

26 

0 

*Month  in  which  board  was  held. 
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Life  Signs 


Don’t  be 
target 

Carjackings  are  not  a new  crime.  They  are 
usually  classified  as  auto  thefts  and 
armed  robbery  If  a gun  Is  used  during  the 
crime.  Most  carjackings  are  crimes  of  oppor- 
tunity, however,  and  do  not  necessarily  repre- 
sent an  organized  car-theft  ring. 

It  was  also  determined  by  police  officials  that 
many  carjackers  are  cocaine  users  who  run  out 
of  money  and  often  use  carjacked  vehicles  to 
commit  robberies  to  get  money  for  the  pur- 
chase of  more  drugs.  Because  of  this,  law-enfor- 
cement officials  urge  motorists  not  to  be 
heroes.  They  suggest  that  you  turn  your  keys 
over  immediately  when  a carjacker  demancfe 
them.  Law-  enforcement  officials  throughout 
Southern  California  agree  that  there  are  certain 
carjacking  patterns: 

■ Carjackers  are  usually  armed. 

■ Most  carjackings  take  place  at  night  In 
poorly  lighted  or  Isolated  areas.  Quite 
often,  a motorist  has  stopped  at  a light,  or 
has  stopped  for  gas  or  to  let  out  a pas- 
senger. 

■ Carjackings  take  place  very  quickly  - 
within  15  seconds.  Sometimes  the  carjack- 
er is  a passenger  in  a nearby  car  who 
emerges  suddenly.  Most  victims  are  un- 
aware of  the  carjacker’s  presence  until  its 
too  late. 

■ Some  carjackers  pull  a bump-and-rob, 
ramming  the  victim’s  car,  often  on  dark 
freeway  off-ramps.  When  the  victim  gets 
out  to  investigate,  a robber  pulls  a gun 
and  demands  the  car  keys. 

■ Any  type  of  car  is  liable  to  be  carjacked. 
Whether  luxury,  sports  car  or  mid-priced 
popular  models,  the  object  of  the  carjack- 
ing is  for  joyriding  or  committing  crimes, 
so  the  make  is  not  important. 

Legislation  was  passed  in  October  that  made 
carjacking  - the  armed  hijacking  of  a vehicle  - a 
federal  crime,  punishable  by  up  to  15  years  in 
prison.  The  FBI  also  has  task  forces  in  place 
that  are  addressing  the  carjacking  problem. 


But  above  all,  common  sense  and  alertness 
can  help  you  avoid  being  a carjack  victim.  If  a 
gunman  wants  your  car,  give  it  up.  Remember: 
No  possession  is  worth  your  life. 

Safety  steps  for  motorists 

■ Be  aware.  Look  around  to  keep  a big  pic- 
ture of  your  surroundings. 

■ If  you  are  stopping  to  use  a public  facility 
such  as  a pay  phone,  gas  station  or  money 
machine,  try  to  park  in  a well-lighted  area 
where  you  are  visible  to  others. 

■ When  going  home,  be  aware  of  all  vehicles 
and  pedestrians  in  your  neighborhood. 

■ When  driving  in  a potentially  rislty  area, 
use  the  middle  lane.  Don’t  allow  yourself 
to  be  pinned  against  the  curb  or  stop  sign. 
Leave  enough  space  between  cars  at  a red 
light  or  stop  sign  to  pull  away  if  necessary. 

■ Don’t  be  distracted  while  driving  by 
eating,  applying  make-up,  shaving  or  read- 
ing. losing  your  focus  on  the  road  or  your 
surroundings  can  make  you  an  easy  target. 

■ If  you  are  bumped  from  behind  after  a 
minor  rear-end  accident  and  don’t  feel 
comfortable  exiting  your  vehicle,  motion  to 
the  other  driver  to  follow  you  to  the 
nearest  police  station,  hospital,  flre-sta- 
tioned  or  24-hour  store. 

■ Keep  your  vehicle  locked  and  the  windows 
rolled  up.  Don’t  make  it  easy  for  people  to 
reach  Inside  the  car. 

■ Don’t  leave  your  purse,  wallet  or  other 
valuables  in  view  while  driving. 

■ Keep  your  house  keys  on  a separate  ring 
from  your  car  keys. 

■ If  you  are  a victim  of  a carjacking,  call 
9 1 1 as  soon  as  possible. 

Reprint  permission  from  Auto  Club  News.  Article  by 
Bob  Howells 
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DEP  member  Janice  Guffrey  and  SSG  Kenneth  discuss  her  future 
in  broadcasting.  (Photo  by  Frank  Zych) 


Future  broad- 
caster 

■ A little  cooperation  from 
local  radio  stations  and  per- 
severance on  the  part  of  a 
recruiter  can  go  a long  way  in 
recruiting  for  the  Arm/s  MOS 
46R,  broadcast  joum^ist,  in 
the  St.  Louis  Battalion. 

Just  ask  SSG  Kenneth 
Addy,  station  commander  of 
the  East  St.  Louis  (111.)  Recruit- 
ing Station,  who  recently 
recruited  Janice  Guffrey,  now 
a DEP  with  a future  in  Army 
broadcast  j ournalism. 

Guffrey,  who  has  a back- 
ground in  journalism  and 
public  relations,  expressed 
her  interest  in  an  Army  career 
to  Addy.  Addy  quickly  con- 
tacted the  batt^on  Advertis- 
ing and  Public  Affairs  section 
for  assistance.  A&PA’s  assis- 
tance initially  consisted  of  a 
letter  of  instruction  giving 
guidelines  for  preparing  voice 
audition  tapes  plus  the  requi- 
site scripts  required  by  the 
school  for  voice  auditions:  a 
news  script:  a spot  script:  and 
a set  script  of  five  sentences 
that  test  an  applicant’s  ability 
to  read  news  copy. 


Further  assistance  came 
from  battalion  A&PA  Public  Af- 
fairs Specialist  Frank  Zych. 

His  acMce  “Practice,  practice, 
practice,  because  the  DINFOS 
audition  is  no  piece  of  cake.” 

A well  placed  call  to  a local 
radio  station  provided  a 
professional  studio  in  which 
to  take  the  audition.  Prepar- 
ing the  audition  in  a radio  sta- 
tion studio,  free  of 
background  noise  and  with 
state-of-the-art  equipment,  is 
critical  to  the  success  of  the 
audition,  says  Zych.  Many 
times,  too,  the  radio  station 
staff  steps  in  and  gives  the  ap- 
plicant some  timely  tips  that 
produce  a more  professional 
audition  tape. 

Both  the  local  recruiter  and 
Zych  accompanied  Guffrey 
when  she  made  her  final  audi- 
tion tape.  Guffrey  herself  sup- 
plied the  most  Irnportant 
Ingredient  of  all  for  a success- 
ful audition:  natural  talent. 

She  passed  the  audition 
first  time  with  flying  colors 
and  left  for  basic  training  at 
Fort  Jackson,  S.C.,  in  late 
April,  well  on  her  way  to  be- 
coming an  Army  journalist. 

Abida  Johnson,  St.  Louis  Bn 
A&PA 


McClain  for  AEAN 

■ At  a famous  Pittsburgh  res- 
taurant, 120  businessmen, 
educators  and  government  offi- 
cials gathered  at  the  Pittsburgh 
Battalion’s  Career  and  Alumni 
luncheon  to  hear  the  keynote 
speaker,  MG  Charles  McClain, 
Jr,  chief  of  Public  Affairs  for 
the  Secretary  of  the  Army. 

He  explained  the  transition 
and  changes  that  have  oc- 
curred over  the  past  few 
decades  and  the  recent 
downsizing  of  the  military. 

McClain  noted,  “The  world  is 
changing.  We  are  getting  to  be 
a smaller  Army.  This  has  not 
been  a painless  process.  We’ve 
had  to  close  bases,  trim 
people." 

He  pointed  out  that  through 
the  ArTny*s  Career  and  Alumni 
Program  (ACAP),  people  whose 
military  careers  are  being  cut 
short  will  receive  assistance 
from  counselors  to  help  market 
their  hidden  skills  that  can  be 
applied  in  nonmilitary  profes- 
sions of  the  private  sector.  And 
the  Army  Employer  and  Alumni 
Network  (AEAN)  lists  potential 
jobs  in  a computer  bank  avail- 
able to  military  personnel.  He 
encouraged  all  in  attendance  to 
join  in  this  effort. 

Jim  McCarthy,  Pittsburgh  Bn 


MG  Charles  McClain,  Jr  (Photo  by  Jim 
McCarthy) 
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San  Juan  social 

■ It  wasn’t  superman,  but 
our  own  SFC  Adalberto  Ne- 
groni free  falling  from  100,000 
feet  for  an  enthusiastic  crowd 
of  250  people.  Soldiers,  both 
old  and  new,  guests  and  fam- 
ily members  attending  San 
Juan  Compan/s  Mega 
DEP/DTP  Inunction  at  Camp 
Santiago,  Puerto  Rico  were  re- 
cently treated  to  an  action 
packed  day  under  beautiful 
tropical  skies. 

Negroni  was  definitely  one  of 
the  highlights  of  the  day,  as  he 
stacked  up  four  more  jumps  to 
his  already  Impressive  200 
total . His  j umping  compan  - 
ions  included  two  members  of 
the  Puerto  Rico  Ski  Dive  Cen- 
ter: Fernando  Lopo,  a local  re- 
servist, and  Bud  Stuffer,  a 
Navy  lieutenant. 

Static  displays  included  a 
walk  through  on  a Caribou  air- 
craft, a Huey  helicopter,  155m 
Howitzer,  and  a Multi-channel 
radio  and  relay  system.  To  top 
it  off,  each  new  soldier  had  the 
opportunity  to  examine  an 
M16  rifle. 

There  was  also  an  informa- 
tive modeling  show,  displaying 
the  wear  and  appearance  of 
the  military  uniform. 


Proud  family  members  were 
touched  and  impressed  by  the 
special  ceremony  awarding 
their  sons  and  daughters  their 
first  promotions  in  the  Army. 
The  awards  were  presented  by 
CPT  Saavedra  and  ISG  Anaya, 
the  company’s  leadership 
team.  They  also  talked  person- 
ally with  many  of  the  soldiers 
and  their  families  and  gra- 
ciously posed  for  family  pic- 
tures. 

The  action  concluded  with  a 
Puerto  Rican  feast  of  Pechuga 
Rellena  (a  version  of  Chicken 
Cordon  Bleu)  and  delectable 
rice  dishes.  The  meal  provided 
an  opportunity  for  the  families 
and  soldiers  to  interact  and  es- 
tablish new  friendships. 

Coordination  with  local  Na- 
tional Guard  and  Reserve 
units,  along  with  strict  atten- 
tion to  detail,  enabled  the  San 
Juan  Company  to  create  not 
only  an  enjoyable  function, 
but  one  which  was  informative 
for  both  the  DEP/DTP  mem- 
bers and  their  families.  San 
Juan  Company  succeeded  in 
adding  their  own  special  flair 
to  the  Army  slogan:  “Sea  Todo 
Lo  Que  Puede  Ser.”  (Be  all  you 
can  be) 

Alice  Dickinson,  Miami  Bn  XO 


A Golden  Knight  shows  DEP  members 
and  guests  what  some  or  their  equip- 
ment looks  like  and  how  it  works.  (Photo 
by  Paula  Ramoino) 

No  performance 

■ The  Golden  Knights  were  in 
Phoenix  performing  for  the  Fi- 
esta Bowl  activities  and  were 
able  to  give  the  battalion  a day. 

The  Golden  Knights  were 
scheduled  to  do  an  aerial 
show  for  the  Phoenix  and 
Tempe  Companies’  DEP  func- 
tion at  a sports  field  in  Tempe. 
Since  the  weather  did  not  co- 
operate, the  aerial  show  was 
cancelled  but  three  members 
of  the  team  attended  and  did  a 
presentation. 

They  started  their  presenta- 
tion with  background  informa- 
tion and  history  about  the 
Golden  Knights,  outlined  the 
types  of  shows  they  do  and 
how  their  equipment  works. 

They  concluded  their  presen- 
tation with  a question  and  an- 
swer session. 

Their  presentation  was  infor- 
mative, interesting  and  re- 
ceived enthusiastically  by  all. 

Paula  Ramoino,  Phoenix  Bn 
A&PA 


SFC  Adalaberto  Negroni  drops  in  on  San  Juan’s  DEP  function.  (Photo  by 
Jesus  Marrero) 
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CPT  Shedrick  E.  Donn- 
ette  waves  to  the  crowd 
during  the  March  on 
Crime  Parade.  Rick  Donn- 
ette  enjoys  the  parade, 
while  SGT  Michael  Marr 
drives  the  vehicle.  (Photo 
by  Jeanne  Rtzgerald) 

Crime  stoppers 

H The  Houston  Recruiting  Battalion  recently  participated  in  a 
March  on  Crime  Parade  sponsored  by  the  Houston  Police  Depart- 
ment and  a coalition  of  community  groups. 

The  purpose  of  the  parade  was  to  boost  citizen  involvement  in 
assisting  the  police  department  in  fighting  crime  on  the  streets  of 
Houston. 

LTC  Earnest  J.  Dixon,  battalion  commander,  and  CPT 
Shedrick  Donnette,  North  Company  commander,  rode  in  vehicles 
with  large  signs  attached  to  the  rear  doors  promoting  the  Army. 

Also,  representing  the  Army  were  the  battalion  color  guard  and 
SFC  William  S.  Page  Jr,  an  exhibitor  with  the  Recruiting  Support 
Command,  drove  the  Cinema  Pod  van. 

SGT  Shawn  Edwards  of  the  Huntsville  Station  escorted  three 
Sam  Houston  State  University  ROTC  cadets. 

Dtxon  was  invited  to  make  remarks  to  the  cheering  crowd,  and 
he  concluded  by  sa}dng,  “.  . . send  us  your  young  men  and 
women,  and  we  will  return  them  as  highly  trained  leaders  to  your 
community  after  their  enlistments  are  completed.” 

Jeanne  Fitzgerald,  Houston  Bn  A&PA 


Crime  center 

I A milestone  all  Army  recruiters  strive  to  achieve  is  positive  visi- 
bility in  their  local  communities.  Good  exposure  nets  rewards  and 
benefits  that  strengthen  the  Army  recruiter’s  image. 

Recruiters  from  Fairfield  and  Springdale  (Ohio)  recruiting  sta- 
tions have  found  an  easy  way  to  meet  local  people  and  establish 
rapport  without  hard  selling  the  Army. 

SFC  Frank  A.  Rleman  of  Fairfield  and  SFC  Fernando  G. 
Scarbriel  of  Springdale  have  volunteered  to  help  the  Forest  Park 
Police  Department  man  a crime-prevention  center  at  a local  mall 
in  Cincinnati  three  times  a week. 

Scarbriel  said  Patrolman  Bruce  Ferguson  called  his  station  and 
asked  if  the  Army  recruiters  would  be  Interested  in  working  in  the 
center  to  help  give  crime-prevention  information  to  the  public. 

The  center  provides  educational  brochures  and  helpful  tips  in 
fighting  crime  and  has  available  security  locks  for  cars  and 
homes.  Also,  a child  fingerprinting  sendee  is  available  for  inter- 
ested parents. 

Ferguson  said  the  best  way  to  stop  crime  is  to  prevent  it. 


“Crime  can  be  prevented  Just  by 
having  the  knowledge  to  know 
what  to  do,”  Ferguson  said. 
“Everyone  thinks  it  can  happen 
to  their  neighbor  or  to  someone 
else,  but  not  to  them.  People 
not  being  prepared  are  the  ones 
most  likely  to  be  a victim.” 

He  said  Army  recruiters  make 
good  volunteers  “because  of 
their  anti-drug  programs.” 

“Although  the  Army  recruit- 
ers don’t  actively  recruit  at  the 
center,  they  do  promote  the 
Army’s  Stay  in  ^hool.  Stay  off 
Drugs,  program,"  said  CPT 
Larry  W.  Cottle,  Cinci  Metro  Re- 
cruiting Company. 

Rieman  said  in  return  for 
their  help,  the  police  depart- 
ment has  let  them  use  the  cen- 
ter to  display  Army  posters  and 
brochures  and  to  run  their 
Army  videos  for  public  aware- 
ness. 

“You  know  community  coali- 
tion is  successful  when  the 
young  men  and  women  you 
meet  at  the  mall  later  call  the 
recruiting  station  to  ask  ques- 
tions about  Joining  the  Army,” 
Rleman  said. 

Jacqueline  Rhodes,  Columbus  Bn 
A&PA 


CPT  Larry  Cottle,  SFC  Fernando 
Scarbriel,  and  SFC  Frank  Rieman  pre- 
pare Army  video.  (Photo  by  Jacqueline 
Rhodes) 
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A look  at  declining 
propensity... 

By  now  everyone  Is  probably  aware  of  the 
declining  propensity  to  Join  the  Army.  In  this 
issue  we  want  to  share  with  you  that  which  we 
have  been  briefing  to  the  military  and  civilian 
leadership  in  Washington. 


The  big  picture 


Positive  Propensity  by  Service 


16-21  Year  Old  Males 


Army  propensity  •< ^ 
declined  29%  in 
the  last  two  years 
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By  1 April  93  all  battalions  should  have 
received  a copy  of  the  1992  Youth  Attitude 
Tracking  Study  fVATS)  1992  report.  The  follow- 
ing chart  indicates  that  among  young  males 
(aged  16-21)  propensity  to  enlist  in  the  active 
Army  has  declined  significantly. 

Though  the  decline  in  propensity  among  all 
the  active  services  (except  Marines)  is  not  good 
marketing  news,  the  YATS  findings  indicate 
some  positive  marketing  news: 

■ Propensity  for  the  reserves  (USAR)  has 
remained  relatively  stable  over  the  past 
few  years. 

■ Job  training  and  money  for  college,  two 
areas  that  the  Army  compares  favorably  to 
the  other  services,  remain  the  top  two 
reasons  to  consider  military  enlistment. 

■ The  Army  does  as  well  or  better  than  the 
other  services  in  the  stx  most  important 
opportunities  in  life.  'Hie  single  most  im- 
portant perceived  opportunity  for  youth  is 
doing  something  they  are  proud  of.  This  In- 
dicates the  need  to  continue  emphasizing 
the  pride  associated  with  serving  in  the 


Army  in  sales  presentations. 

■ Other  than  recruiters  and  parents,  friends 
(peers)  are  the  most  mentioned  people 
with  whom  youth  discuss  mllltaiy  enlist- 
ment. This  brings  to  life  the  continued  im- 
portance of  DEP  referrals. 

Recent  qualitative  research  (focus  groups) 
was  conducted  in  an  attempt  to  better  under- 
stand the  changes  in  the  marketplace.  As  ex- 
pected, youth  and  parents  perceive  the  military 
as  an  institution  undergoing  significant  chan- 
ges. However,  they  still  recognize  the  many 
benefits  an  Army  enlistment  offers  (money  for 
college,  skill  training,  job/llfe  experiences,  etc.). 
These  benefits  are  not  diminished  in  the  minds 
of  our  market,  but  merely  overshadowed  by  the 
media  coverage  of  the  many  changes  in  the 
military.  In  this  time  of  dwindling  resources 
every  possible  means  to  tell  the  Army  story 
must  be  used. 

The  ethnic  picture... 


Army  Positive  Propensity  by  Race 


Black  propensity  has  taken  the  biggest 
plunge  of  all  race  and  ethnic  groups,  down  by 
45  percent  in  the  past  3 years. 

\^ile  their  propensity  is  much  lower,  they 
still  have  the  highest  propensity  of  all  ethnic 
groups. 

1 encourage  you  to  call  us  and  request  a per- 
sonal copy  of  “A  Look  at  Declining  Propensity.” 
We  have  made  several  attempts  to  not  only 
report  the  numbers  but  to  explain  the  reason 
for  the  declines  as  well. 
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There  have  been  several 
changes  with  IRR  transfers  in  the 
past  month.  Please  review  the  fol- 
lowing message,  you  may  need  to 
get  with  your  Battalion  Operations 
section  for  the  message  refer- 
enced. These  changes  were  neces- 
sary and  will  be  included  in  the 
next  printing  of  UR  140-3. 

HOT  messages 

RECUSAR  message  93-028, 
Part  III,  Policy  Change  to 
USAREC  Regulation  140-3.  This 
message  made  several  very  import- 
ant changes  to  the  way  IRR  to 
TPU  transfers  are  processed. 

Summary  of  changes: 

■ Defines  what  functions 
could  be  performed  by  either 
battalion  operations  NCO  or 
the  guidance  counselor 

■ Exceptions  to  regulation 

■ Change  in  prequalification 
procedures 

■ Height/weight  requirements 

■ Use  of  UF  794  (Enlistment 
Processing  Worksheet) 

■ Adding  State  ID  Card  to 
source  documents 

■ Use  of  UF  1027 

■ Processing  TRRs  at  guid- 
ance counselor  shop 

■ Requirement  for  REQUEST 
LOOKUP  screens  in  residual 
packet 

■ Procedures  for  load  on  de- 
mand processing 

RECUSAR  message  93-033, 
Part  II,  subject;  Individual  Ready 
Reserve  Transfers  on  ARADS, 
provides  instructions  to  guidance 
counselors  on  ARADS  usage  for 
all  transfers  from  the  IRR  to  a 
TPU.  Recruiter  will  include  a 
MEPCOM  Form  714  filled  out 
with  all  transfer  actions  sent  to  the 
recruiting  battalion  or  MEPS. 

RECUSAR  message  93-024, 
subject:  Individual  Ready  Re- 
serve Transfers.  This  message 


oudines  policies  and  procedures 
dealing  with  status  checks  and  re- 
quired documents. 

a.  The  requirement  for  contact- 
ing ARPERCEN’s  Enlisted  Ser- 
vice Division  is  outlined  in 
USAREC  Regulation  140-3,  Re- 
quest for  Reserve  Unit  Assign- 
ment of  Individual  Ready  Reserve 
Member,  3 Nov  92.  In  accordance 
with  UR  140-3,  paragraph  5b(l), 
soldiers  whose  names  appear  on 
the  Consolidated  Leads  List 
(CLL)  with  a character  of  service 
code  (CHS  V)  of  “O”  are  im- 
mediately eligible  for  transfer  to  a 
troop  program  unit  and  do  not  re- 
quire a transfer  control  number; 
therefore,  the  need  to  contact  En- 
listed Service  Division  is  not  re- 
quired. 


b.  Requirement  for  recruiters  to 
get  the  necessary  documents  from 
applicants  (DD  Form  214/215)  in 
lieu  of  doing  status  checks.  Use 
the  provisions  of  UR  140-3,  para- 
graph 6g  only  when  all  other  at- 
tempts have  failed. 

RECUSAR  message  93-026, 
subject:  New  USAR  Cancellation 
Codes  on  REQUEST.  This  mes- 
sage changed  the  codes  for  USAR 
reservations  cancellations.  These 
changes  will  shape  the  way  to  ef- 
fectively run  the  DTP  loss  pro- 
gram. The  USAR  ROC  will 
monitor  these  changes  to  ensure 
cancellation  codes  used  reflect  the 
real  reason  for  the  cancellation. 


RECUSAR  message  93-027, 
Part  II,  subject:  Statement  of  Un- 
derstanding for  USAR  Appli- 
cants. USAREC  Form  1043  was 
revised  to  incorporate  four  state- 
ments that  are  required  when  en- 
listing individuals  for  the  USAR. 
This  temporary  form  will  be  used 
until  replacement  UR  Fm  1043  is 
fielded. 


“My  definition  of  success  is 
this:  the  power  with  which  to  ac- 
quire whatever  one  demands  of 
life  without  violating  the  rights  of 
others.” 

— Andrew  Carnegie 

Wear  of  the  Army 
Superior  Unit  Award 

We  have  had  several  questions 
reference  wearing  the  Army  Supe- 
rior Unit  Award  that  was  awarded 
to  the  Army  Reserve  Personnel 
Center.  AGR  soldiers  assigned  to 
USAREC  are  not  authorized  to 
wear  this  award;  it  was  awarded  to 
only  those  individuals  assigned  to 
ARPERCEN  2 Aug  90  - 30  Jun 
91.  To  qualify  to  wear  this  award 
you  must  have  been  assigned  for 
duty  at  the  U.S.  Army  Reserve 
Personnel  Center,  9700  Page 
Blvd,  St.  Louis,  MO. 

Questions  and 
Comments 

If  you  have  a question  or  idea 
you  want  to  share  with  others,  write 
us.  Please  be  as  detailed  as  pos- 
sible. 

Send  mail  to  our  new  address: 
Commander,  USAREC 
Director  Reserve  Affairs 
ATTN:RCRC-PPS-TIPS 
Fort  Knox,  KY  40121 

POC  is  MSG  Leonard  Hirnikel,  1- 
800-223-3735,  extension  4-0873. 


26 


Recruiter  Journal 


Salutes 


Gold  Badges 


ALBANY 

SSG  Peter  G.  Roberts 
SGT  James  P.  Bedrin 
SFC  Anthony  J.  Urban 

ALBUQUERQUE 

SSG  Charles  Hudson 
SGT  Louis  D.  Olive 
SSG  Gary  D.  Mapes 
SSG  Robert  J.  French 

ATLANTA 

SSG  Aldean  Swan 

BALTIMORE 

SSG  Robert  L.  Swicegood 
SGT  Michael  S.  Young 
SSG  Kent  E.  Latimer 
SFC  Lena  M.  Dennis 
SGT  Ricky  E.  Gentry 
SSG  Linwood  A.  Carter 
SFC  Jeffrey  L.  Farber 

COLUMBIA 

SSG  Ray  Lee 
SSG  Carlos  Roman 

COLUMBUS 

SSG  Sandra  F.  Lott 
SGT  Thomas  C.  Mathews 
SGT  Keith  A.  Mitsch 
SSG  Raymond  B.  Hays 
SFC  Martin  Gulbis 

DES  MOINES 

SSG  Bruce  E.  Neyens 
SSG  Randall  J.  Caldwell 

HARRISBURG 

SFC  Diane  Cross 
SSG  Edison  E.  Fritz 
SGT  Timothy  M.  Kelley 
SGT  Frank  M.  Swope 
SSG  Mitchell  A.  Lopez 

HOUSTON 

SSG  Lewis  C.  Scruggs 

JACKSONVILLE 

SSG  Toney  Fullard 
SFC  Floyd  L.  Porterfield 


SGT  Victgor  J.  Delvecchio 
SSG  John  F.  Bloodworth 
SGT  Eric  D.  Darby 

KANSAS  CITY 

SSG  Robert  B.  Melton 
SSG  Kenneth  J.  Bowe 
SGT  Edward  W.  Broadnax  Jr. 
SFC  Gary  L.  Augustine 
SFC  Steven  L.  Lawson 


LANSING 

SGT  Robert  C.  Matthews 
SGT  Arthur  N.  Anna 
SGT  Kristin  Hensel 

MIAMI 

SSG  Abraham  Vives 
SSG  Christopher  Burt 
SSG  Julio  Candelario 

MILWAUKEE 

SSG  Jeffrey  Forbis 

MINNEAPOLIS 

SFC  Lois  L.  Rutledge 
SGT  Jon  M.  Larson 
SFC  Brian  C.  Danielson 
SSG  Jay  P.  Camardelle 

NASHVILLE 

SSG  Mark  A.  Ott 
SSG  Wendel  A.  Stewart 
SSG  Johnathan  Hoffman 


NEW  ORLEANS 

SGT  Derek  Rose 
SGT  Scott  Mace 

OKLAHOMA  CITY 

SFC  Calvin  A.  Johnson 
SGT  Terry  S.  Thomas 
SSG  Thomas  B.  Deaton 
SSG  Oddie  S.  Brown 

PHILADELPHIA 

SSG  Samuel  Valme 
SGT  Thomas  R.  McCrea 

PHOENIX 

SSG  Robert  A.  Thackrey 
SSG  Jeffrey  G.  Darrington 

PinSBURGH 

SGT  Kirk  V.  Newton 
SSG  Thomas  J.  McGary 
SSG  Paul  D.  Strohl 
SSG  Nicola  Amico 
SSG  Calvin  L.  Hudson 

PORTLAND 

SGT  Harold  L.  Cox 
SSG  Stephen  Berrios 
SGT  Randy  L.  Steadman 

SACRAMENTO 

SGT  Tyrone  Myatt 
SSG  Theodore  Lidie 
SGT  Doulgas  E.  Harrison 

SAN  ANTONIO 

SSG  Randy  L.  Gallegos 
SSG  Chris  T.  Cobb 

SEAHLE 

SSG  Richard  D.  Dunlap 
SSG  Randal  E.  Martin 
SSG  Eric  W.  Nelson 

SYRACUSE 

SGT  Jerome  E.  Weed 
SSG  John  Manzella 
SGT  David  W.  Ralston 
SSG  Ronald  L.  Bryan 
SGT  Paul  E,  Spradlin 


June  1993 
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Rings 


ALBANY 

SFC  David  M.  Beaulieu 
SSG  Allen  C.  Johnson 
SFC  Barbara  Kay  Tolliver 

ALBUQUERQUE 

SFC  Randal  E.  Janow 
SSG  David  Levin 
SFC  Marcos  Montes 

BALTIMORE 

SFC  John  W.  Forrest  Jr. 
SSG  Kelly  J.  Kiefer 
SFC  Daniel  F.  Mountain 
SSG  Christopher  A.  Pugh 

DALLAS 

SFC  John  P.  Huff 
SSG  Eric  D.  Wright 

DES  MOINES 

SFC  Calvin  J.  Hilligas  Jr. 
SSG  Michael  D.  Powell 

HARRISBURG 

SFC  Donald  G.  Clark 
SSG  Nevin  E.  Salada 
SFC  Raymond  P.  Spriggs 
SSG  Albert  J.  Viselli 

HOUSTON 

SFC  Richard  A.  Carby 

INDIANAPOLIS 

SFC  John  M.  Bennett 
SSG  Jack  E.  St.  Clair 

JACKSON 

SSG  John  Collins  ill 
SSG  Cleveland  Lawrence 

JACKSONVILLE 

MSG  Martin  A.  Mattson 


KANSAS  CITY 

SFC  Duane  A.  Jackson 
SFC  Dale  I.  Phillips 
SSG  Steven  C.  Bargis 

MIAMI 

SFC  William  Pass 
SSG  Nelson  Rodriguez 

MINNEAPOLIS 

SFC  Patrick  H.  Hooker 
SSG  Bruce  A.  Johnson 

MONTGOMERY 

SFC  Spivey  Green 
SSG  Henry  D.  Lester 

NASHVILLE 

SFC  Barbara  Ann  Dupuis 


NEW  ORLEANS 

SSG  Monty  Lewis 
SSG  Terrance  Martin 

NEW  YORK  CITY 

SFC  Larry  Cole 

OKLAHOMA  CITY 

SFC  Gilberto  C.  Padilla 

PHOENIX 

SFC  Christopher  S.  Andrews 

PinSBURGH 

SSG  J.  D.  Robinson 

PORTLAND 

SFC  Brooks  A.  Barnett 

SEAHLE 

SFC  Randall  H.  Pigue 

TAMPA 

SSG  William  J.  Davis  Sr. 
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RSC  Schedule 

Answers  to  This  Month’s  Test 

1.  A,  USAREC  Reg  601-101,  para  2-2  a (4) 

2.  A,  USAREC  Reg  601-101,  para  2-2  b (2) 

3.  D,  USAREC  Pam  350-4,  para  3-5 

4.  B,  USAREC  Pam  350-4,  para  3-2 

5.  C,  USAREC  Pam  350-6,  para  3-1  b 

6.  B,  USAREC  Pam  350-6,  para  3-1  b 

7.  A,  USAREC  Reg  350-6,  para  5-8 

8.  C,  USAREC  Reg  621-2,  Table  1-1 

9.  D,  USAREC  Reg  600-34 

10.  C,  FM  25-100,  chapter  5 

11.  C,  USAREC  Reg  601-37,  para  5-13 

12.  B,  USAREC  Reg  350-6,  para  E-1 

13.  B,  USAREC  Reg  350-6,  para  3-11  a 

14.  D,  USAREC  Pam  350-8,  para  4-12  a 

15.  C,  USAREC  Pam  350-8,  para  4-1 

During  the  summer  months,  RSC 
does  not  maintain  a regular  RSM 
schedule,  but  RSC  vans  or  pods  can  be 
made  available  upon  request.  Note, 
the  Recruiting  Support  Command  will 
be  on  lockdown  during  the  entire 
month  of  August  and  no  equipment 
will  be  released.  Below  is  the  most  cur- 
rent schedule  for  June,  July,  and 
September. 

JUNE  1993 
Army  Adventure  Van 

BECKLEY,  5 Jun 
BRUNSWICK,  26  - 27  Jun 
FORT  BELVOIR,  VA,  11  - 12  Jun 
NASSAU,  NY,  16 -23  Jun 

Cinema  Van 

NASSAU,  NY,  20  - 27  Jun 

Training  Tips 

QUESTION:  Will  the  Four-Square  Interaction 

High  Tech  Van 

Style  matrix  allow  me  to  "read”  and  ‘1eed  into”  ev- 

PHOENIX,  26  - 27  Jun 

eryone? 

SAN  ANTONIO,  17  - 19  Jun 

ANSWER:  The  Four-Square  Interaction  Style 

JULY  1993 

matrix  is  general  in  nature.  While  it  allows  you  to 

Army  Adventure  Van 

adjust  your  behavior  to  be  somewhat  similar  to 

EL  PASO,TX,  12-  ISJul 

most  of  your  prospects,  it  doesn’t  fit  everybody. 

FORT  AP  HILL,  VA  30  Jul  - 11 

According  to  Brian  Tracy,  you  must  recognize 

Aug 

two  types  of  personalities  that  this  matrix  won’t 

SAN  ANTONIO,  16  - 21  Jul 

help  you  to  sell.  The  first  is  the  self-actualizing 

WEST  ALLIS,  WIS,  6 - 11  Jul 

prospect.  This  is  the  prospect  who  knows  what  he 

Cinema  Van 

or  she  wants,  what  the  market  is,  what  he  or  she 

NASHVILLE,  2- 4 Jul 

is  willing  to  pay,  etc.  Simply  stated,  if  you  have 

Cinema  Pod 

what  this  prospect  wants,  he  or  she  will  take  it  with 

PITTSBURGH,  2 - 10  Jul 

no  questions  asked.  About  one  in  twenty  pros- 
pects fit  into  this  category. 

High  Tech  Van 

The  second  type  is  the  apathetic  prospect.  This 

LANSING,4-5Jul 

person  is  often  called  a “negative”  prospect,  who 

SEPTEMBER  1993 

doesn’t  care  about  anything  and  will  never  buy 

Army  Adventure  Van 

RICHLANDS,  VA,  2 Sep 

your  product.  About  one  in  twenty  prospects  also 
fits  into  this  category. 

PITTSBURGH,  3 - 24  Sep 

Learn  to  recognize  these  personality  types. 
When  you  get  into  a selling  situation  with  either  of 

High  Tech  Van 

them,  be  positive,  polite,  and  courteous.  Then 

CLEVELAND,  4 - 6 Sep 

move  on  to  the  next  prospect. 

We  Operate  With  Compassion. 


“Sometimes  it’s  a toy 
sometimes  a reassuring  touch,  but  I know  I made  a 
difference  to  a child.  That’s  what  I like  about  my  job 
as  an  OR  nurse  in  the  Army  1 can  make  a difference. 
Whether  it’s  a child  or  an  adult,  military  or  civilian, 
every  day  is  rewarding,  every  day  is  a challenge.’’ 


ARMY  NURSE  CORPS.  BE  ALL  YOU  CAN  BE.  1-800-USA-ARMY 


